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were  out.  .  If  you  miss  a  call,  you  miss  an 

opportunity.  With  Sprint  Mobile  Integration  and  Global  MPLS, 
you’ll  have  one  number,  one  voicemail  and  one  easy  way 
to  control  mobile  usage.  Simplify  the  way  your  company 
stays  in  touch.  Make  it  easier  for  clients  to  reach  you. 

And  reduce  company  telecom  expenses.  Less  dialing, 
happier  clients.  Start  closing.  1-866-653-1056 
sprint.com/convergence 
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RESPOtBETO: 

The  New  alob  Search 

Aprils,  2010 

This  story  drags  out  the  old  advice 
about  learning  new  skills  while 
you’re  unemployed.  It’s  a  nice  idea, 
but  in  today’s  economy  it  ain’t 
worth  a  bucket  of  warm  spit.  In  the 
past  several  years.  I’ve  talked  to 
over  100  recruiters  and  had  several 
dozen  interviews,  and  every  one  of 
them  said  the  same  thing:  “We  don’t 
care  what  you’ve  taught  yourself  or 

took  classes  in.  We  want  to  see  that 

you’ve  used  those  skills  at  a  past 
employer.  If  you  haven’t,  soyonara!” 
■  SubnrittMl  by;  BC 

RESPONSES  TO: 

The  Shrinking 
Female  IT  Workforoe 

Apra5,20I0 


My  kids  love  to  work  on  computers, 
but  1  will  be  steering  them  toward 
careers  that  will  last,  such  as  doc¬ 
tor,  nurse  or  dentist.  They  can’t  out¬ 
source  those  Jobs  yet. 

■  SubmRtadbr.Quockula 

So  women  are  leaving  IT  because  of 
long  hours,  poor  treatment  by  man¬ 


agers,  no  advancement  possibilities, 
and  wage  stagnation?  Congratula¬ 
tions!  Now  you’re  beii^  treated  just 
like  the  men  are! 

■  SubmHtod  by:  Anonymous 

RESPONSE  TO: 

Career  Watch:  Making 
Cobol  Cool  Again 

April  5. 2010 


Anyone  who,  like  me,  has  been  us¬ 
ing  Cobol  for  a  long  time  knows 
that  it  has  always  been  cool.  It’s  a 

well-structured  programmii^  lan¬ 

guage  that  lends  itself  to  producing 
documented,  transparent  code.  Ob, 
yes,  Cobol  is  great,  and  that’s  the 
reason  it  has  survived  for  the  last 
three  decades,  when  people  in  the 
IT  industry  erroneously  predicted 
its  early  demise. 

Go  for  it,  young  people;  there  is 
plenty  of  challenge  there,  and  well- 
paid,  highly  respected  positions 
available. 

Cobol  is  for  serious  work! 

■  SubmiltwibyiOzOIe 


JOIN  THE  CHATTER!  You,  too,  can 
comment  directly  on  our  stories, 

at  eomputarworUxam. 


Similarities  create  common  opportunities.  Expertise  and  experience  create  solutions. 
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You  are  our  special  guest  tc 
Latin  America's  major  IT  evi 


•  source  of  rare  i 


The  U.S.  has  become  almost  com¬ 
pletely  dependent  on  China  for 
rare  earth  metals,  including  neo¬ 
dymium,  which  is  used  in  hard 
disk  drive  magnets,  according  to  testinu 
ny  at  a  congressional  hearing  last  month 
Nearly  100%  of  neodymium  productic 
today  is  in  China. 

“China  appears  to  view  rate  earth  Im< 
als]  as  one  of  the  incentives  they  can  off 
a  technology  firm  scouting  for  a  new  pia 
location,”  said  Rep.  Brad  Miller  (D-N.C.! 
at  a  hearing  of  the  U.S.  House  Committc 
on  Science  and  Technology. 

Jack  Ufton,  an  independent  consultan 
said  that  aithough  the  U.S.  has  a  sufficie 


:  U.S.  compani 
e  earth  magne 


Magnequench  Inc.,  whic 
by  a  Chinese  company  ii 
Toronto-based  Neo  Mat< 
gies  Inc.  in  2005. 

Mark  Smith,  CEO 
of  Molycorp,  said  that 
“while  the  U.S.  still  pos- 


I  manufacture 


-  \  - 

RAW  MATERIALS 

China  Controls  Key  Metal  for  Hard  Drives 


FBI:  Cytwrcf^ 
Crews  Adopting 
Corporate  Mod^ 

Criminal  hacker  organizations 
are  operating  with  increasing 
corporate-like  efficiency  and 
specialization,  according  to  Ste¬ 
ven  Chabinsky.  deputy  assistant 
director  in  the  FBI's  c^  division. 

At  FOSE,  a  government  IT 
trade  show  held  in  Washington 
last  month.  Chabinsky  described 
the  following  specialized  roles  in 
cybercnme  organizafions: 

■  Coders,  who  write  the  ex¬ 
ploits  and  malware. 

■  Distributors,  who  trade  and 
sen  stolen  data. 

■  Toch  oxperts,  who  maintain 
the  criminal  enterprise's  IT  infra- 

■  Hackers,  who  seamh  for  and 
exploit  vulnerabilities  in  applica¬ 
tions,  systems  and  networks. 

■  Fraudsters,  who  woo  poten¬ 
tial  victims  with  social  engineering 
schemes  like  phishing  and  spam. 

a  Hosted  system  providers, 
who  offer  iTidt  content  servers. 

■  Cashiers,  who  control  drop 
accounts  and  provide  names  and 
accounts  to  other  criminals  for 

a  fee. 

a  Money  inuiss,  who  com¬ 
plete  wire  transfers  between  bank 
accounts. 

BaTelsrs,  who  trans¬ 
fer  and  launder  illicit 


Enterprises  around  the  world  are  relyinq  on  virtualization  to  increase  daU  center  efficiency  and,  unknowingly,  leaving 

themselves  more  vulnerable.  That's  because  conventional  security  isn’t  able  to  protect  virtual  machines  or  see  the  traffic 
between  them  -  leaving  data  and  networks  exposed.  Which  is  why,  according  to  Gartner  GrouR  in  2009  sixty  percent  of 

virtual  machines  are  less  secure  than  their  physical  counterparts.  But  with  Trend  Micro™  Enterprise  Security,  powered  by  the 
Trend  Micro™  Smart  Protection  Network™  infrastructure,  you  can  mitigate  the  risk  and  maximize  the  benefits  of  virtualization. 

If s  a  different  kind  of  security  that  protects  your  physical  and  virtualized  environmenU  and  helps  set  the  foundation  for  your 
company  to  move  confidently  into  the  doud. 

Learn  how  to  piDtect  your  virtualzed  data  cwntai:  Download  the  Ttend  Micro  eBook  at  trendmicroxomAhinkagain 
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HP  Touts  Major  Advance  in  ‘Memristors’ 


HEWLETT-PACKARD  CO.  re¬ 
searchers  announced  earlier 
this  month  that  an  electrical 
circuit  technology  they’re  de¬ 
veloping,  called  the  "memristor,”  could 
fundamentally  change  the  way  comput¬ 
ers  are  designed. 

The  memristor  is  essentially  a  resistor 
with  memory.  Thoi^  it  was  initially 
designed  to  expand  devices’  memory 
capacity,  HP  Labs  researchers  recently 
discovered  that  it  also  could  be  used  for 
logic  computations. 

The  dramatic  discovery  means  that 
within  six  to  eight  years,  the  memristor 
could  handle  both  memory  and  logic  in 
the  same  chip  at  the  same  time. 

“Memristors  have  the  potential  to 
turn  the  computing  world  upside  down," 
said  Dan  Olds,  an  analyst  at  Gabriel 
Consulting  Group  Inc.  “Because  they 
are  both  processor  and  storage,  they 
act  much  like  synapses  in  the  human 
brain.  Networked  together,  they  look  to 
be  very  much  faster  at  tasks  like  pattern 


recognition  than  conventional  comput¬ 
ers.  Because  of  the  memory  aspect,  they 
can  ‘learn’  much  better  than  today’s 
systems.” 

Still  in  the  research  stage,  the  memris¬ 
tor  will  give  transistors  a  sort  of  turbo 
boost,  said  Stan  Williams,  a  senior  fel¬ 
low  at  HP  Lab&  He  said  that  he  expects 
to  see  memristors  used  for  memory 
in  devices  in  three  years.  While  they 
■  would  compete  with  flash  memory, 
they  would  have  more  memory,  use  less 
power  and  be  a  lot  faster. 

“This  is  potentially  a  major  game- 
changer,"  said  industry  analyst  Rob 
Enderle.  “If  they  can  get  this  to  market 
timely  and  priced  welL  it  could  change 
the  face  of  personal  electronics.” 

Memristors  could  also  bring  “the  3-D 
Web  into  reality,”  Olds  added.  “They 
have  incredible  processing  power  for 
their  size  and  will  be  able  to  generate 
content  fast  enough  to  make  virtual  ex- 


32% 

of  the  respondents  said 
they're  unsure  howto 
measure  the  payoff  from 
business  analytics. 


Startucks 
Tries  Mobile 
Payments 

Coffee  lovers  can  now  flash  Apple 
iPhones  or  IPod  Touches  to  pay 
lor  lattes,  pastries  and  other  items 
at  more  than  1.000  Starttecks 
locations. 

Last  month.  Starbucks  Corp. 
announced  that  it  was  expanding 
a  pilot  test  of  a  mobile  payment 
system  to  1,002  coffee  shops 
inside  Target  stores. 

The  pilot  of  the  Starbucks 
Card  Mobile  App.  which  started 
last  September  at  16  company- 
operated  stores  in  Seattle  and 
Northern  California,  was  success¬ 
ful  enough  to  expand  further,  a 
spokeswoman  said. 

But  no  plans  have  been  an¬ 
nounced  for  expansion  to  the  rest 
of  the  more  than  B.OOO  Starbucks 
locations  in  the  U.S. 

TheStarbuckspaymentapp- 
which  is  avalable  free  of  charge  at 
Apple's  App  Store  -  lets  custom¬ 
ers  use  a  credit  card  to  put  money 
on  a  virtual  Starbucks  card.  To 
make  a  purchase,  a  customer  just 
waves  an  iPhone  or  iPod  Touch, 
which  has  a  unique  bar  code  on  its 
screen,  over  a  bar  code  reader  at 
the  Starbucks  payment  counter. 

-  MATT  HAUBLEH 


Let's  get  your  growing  data  under  control. 

We  can  simplify  your  storage.  Virtualization  can 
increase  your  capacity.  And  who  better  to  run  an 
environmental  profile  of  your  IT  infrastructure  than 
the  storage  specialists  at  CDW?  We  can  find 
the  best  solution  for  you.  And  we  can  help  you 
get  started  with  storage  virtualization  today. 

Let's  get  going. 
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To  start  a  profile  on  your  IT  infrastructure^  call  OW  today. 

CDW.com  1 800.399.4CDW 

The  Right  Technology  Ri^  Away.' 

■  NEWS  ANALYSIS 


Targeted  Cyberattacks 
Testing  IT  Managers 

The  attack  on  Google  prompts 
fears  that  the  bad  guys  are 
infiltrating  business  networks. 

By  JaikumarVijayan 

Targeted  cyber-  their  horizons  and  start 
attacks  of  the  sort  aiming  targeted  attacks  at 
that  hit  Google  Inc.  commercial  networks, 
earlier  this  year  are  Some  experts  say  it’s 
testing  enterprise  security  likely  that  widespread  at- 


Unlike  the  e-mail-  and 
network-home  worms  and 
viruses  that  have  been  hit¬ 
ting  corporate  networks 
for  years,  targeted  attacks 
are  stealthier  and  virtually 
impossible  to  fully  block. 
Hackers  typically  rely  on  so¬ 
phisticated  social  engineer¬ 
ing  techniques  to  break  into 
netwDiks,  maintain  access  tc 
them  without  detection  and 
continually  snoop  out  and 


strengthen  their  ability  to 
detect  intmsions  and  to  re¬ 
spond  quickly.  Arties  noted 
t^t  a  gusher  of  data  going 
out  over  the  network,  for 
example,  is  a  sign  that  some¬ 
thing’s  amiss. 

Paul  Wood,  a  senior  intel¬ 
ligence  analyst  at  Symantec 
Corp.’s  MessageLabs  Intel¬ 
ligence  unit,  said  that  cloud- 
based  security  controls  could 
help  IT  managers  better  de¬ 
tect  targeted  attacks.  With  a 
hosted  security  service,  the 
provider  sifts  through  large 
volumes  of  network  traffic 
daily  and  therefore  could 
spot  suspicious  activity 
sooner  than  internal  IT  op¬ 
erators  who  handle  multiple 
jobs,  he  added. 

Enabling  remote  logging 
capabilities  is  also  crucial 
to  detecting  attacks,  Arries 
D  said.  Those  who  break  into 
a  server  tend  to  wipe  out 
activity  logs  and  any  other 


represent  an  imminent  threat  “Ifyou  have  not  yet  identi- 
to  sensitive  corporate  data.  fied  systems  within  your 

State-sponsored  groups  enterprise  that  have  been 
with  deep  technical  skills  compromised  through  these 
and  computing  resources  advanced  attacks,  you  prob- 
have  long  been  direct-  ably  are  very  lucky  —  or 

ing  such  attacks  against  you  aren’t  looking  closely 
government  and  military  enough,”  said  Amit  Yoran, 
targets.  However,  Google’s  former  director  of  the  U.S 

disclosure  in  January  that  Department  of  Homeland 

its  network  was  attacked  by  Security’s  National  Cyber 
China-based  hackers  stoked  Security  Division  and  cur- 
long-standing  fears  that  tent  CEO  of  security  vendor 

cybercrooks  would  expand  NetWitness  Corp. 


Some  security  pros  sug-  from  the  server,  he  said.  One 

gest  that  IT  managers  are  way  to  get  around  that  is  to 
better  off  focusing  on  miti-  make  sure  that  all  logs  ate 
gating  damage  from  target-  created  at  and  stored  in  a 
ed  attacks  instead  of  trying  central  location.  ■ 


MH  you  have  not  yet  identified  systems 
wi^  your  enteigrise  that  have  been 
compromised  through  these  advanced 
attadis,youprobablyarovoryiucl[y- 
or  you  aren't  iooldng  ciosely  enough. 

AMIT  YORAN,  CEO.  NETWITNESS  CORP. 


DATA  CENTER  SOLUTIONS  FOR  BUSINESS 


Come  see  why  we  are  one  ot 
the  fastest  growing  Tier  3 
data  center  companies 
in  the  cun  try  at 

www.CBTS.cinbell.com  • 


As  Cloud  Computing 
Grows,  Customer 
Frustration  Mounts 

Some  users  knock  the  lack  of 
cloud  security  standards  and 
dubious  contract  terms. 

By  Patrick  Thibodeau 


However,  Orbitz,  which  is 
both  a  user  and  a  provider  of 
cloud-based  services,  sees 
an  urgent  need  for  cloud 
security  standards,  Beilis 
said  at  the  SaaScon  2010 
conference  here  earlier  this 
month.  For  instance,  Orbitz 
must  address  a  range  of  due 
diligence  requirements  that 
are  "all  across  the  board,” 
ranging  from  on-site  audits 
to  data  center  inspections. 

Standards  being  devel¬ 
oped  by  the  year-old  Cloud 
Security  Alliance,  a  non¬ 
profit  group  fimded  by  both 
cloud  computing  users  and 


signed,  even  if  the  provider 
upgraded  its  offerings. 

Cloud  agreements  today 
"are  all  over  the  map,  and 
it's  really  vendor-driven,” 
said  Waldorf,  noting  that  his 
company  has  switched  to 
another  SaaS  provider. 

Large  organizations 
should  take  advantage  of 
their  size  when  negotiating 
contracts.  For  example,  as 
part  of  its  contract  to  use 
Google  Apps  hosted  office 
applications,  the  Los  An¬ 
geles  city  government  got 
Google  Inc.  to  agree  to  pay 
unlimited  damages  should 
it  ever  violate  nondisclosure 


ous  benefits,  such 
as  the  ability  to  rapidly  ex¬ 
pand  and  provision  systems, 
are  starting  to  shift  their 
focus  to  finding  ways  to  fix 
some  early  weaknesses. 

Doud  computing  today  has 
some  of  the  diaracteristics  of 
a  Wild  West  boom  town,  but 
its  unchecked  growth  is  lead- 


grousing  about  the  lack  of 
data  handling  and  security 
standards.  Some  note  that 
there  aren't  even  rules  that 
would  require  cloud  vendor 
to  disclose  where  their  cli- 


know  exactly  “what  our  se¬ 
curity  posture  is.” 

Such  standards  “would 

■  [Cloud  standanb] 
would  be  heaven 
[and  would]  cut 
out  a  third  of  our 
mtemalwoffcon 
duedifigence. 


ty  Alliance.  In  fact,  in  some 
cases,  cloud  providers  may 
not  even  have  to  provide  the 
logging  information  needed 
to  prove  that  there  was  a 
breach,  he  added. 

None  of  those  inter¬ 
viewed  were  willing  to  try 
to  predict  when  users  could 
expect  to  see  contracts  that 
require  set  levels  of  trans¬ 
parency  about  data  handling 
procedures  and  security.  ■ 


You  have  plenty 
of  things  to  worry  about. 
Sensitive  data  roaming  the 
world  shouldn't  be 
one  of  them. 


altogetherbetter 


o/ North  America. 
Tsion  4  Internet  ad- 


vho  get  new  IPv6  addresses  could  hav 
I  lousy  experience  when  visiting  Web 
ites  that  haven’t  been  updated  for  IPv 
-  and  they  may  not  even  know  why. 
:urran  explains  when  the  world  will  n 
lut  of  IPv4  addresses  and  what  it  take. 
0  upgrade  to  IPv6. 


address  architectr 


John  Curran 

The  guardian  of  North  America’s 
Internet  addresses  warns  that 

the  IPv4  pool  is  drying  up  He 

explains  why  he  thinks  companies 
ought  to  start  IPv6  upgrades  now. 


years  ago.  IPv4  gives  a  total  of  about 
4  billion  possible  addresses.  That 
seemed  like  a  lot,  but  when  you  think 
about  it  now,  with  the  number  of 
people  on  the  planet,  the  pervasive  na¬ 
ture  of  the  Internet  and  the  number  of 
devices  each  one  of  us  has,  4  billion  is 
a  fairly  small  number. 

In  the  early  ’90s  we  realized  that 
at  the  rate  the  Internet  was  going,  we 
were  going  to  run  out  of  address  space, 
and  [so  we]  came  up  with  a  new  proto- 
Continued  on  page  16 


■  THE  GRILL  I  JOHN  CURRAN 


Continued  from  page  14 
col,  IPv6.  We  standardized  that  in  the 
niid-’90s.  The  heavy  work  of  designing 
the  protocols  has  been  done. 


Nm  tom  H  ba  brfm  the  imwiHy 

Based  on  how  quickly  we  are  drawing 
numbers  out  of  the  pool,  we  estimate 
that  we  have  about  560  days  left. 

'Ihan  what?  People  have  compared  this 
to  a  Y2K  event,  but  this  big  event  will 
happen  much  more  incrementally. 


M  C0MniTEIIW0M.D  APRIL  19. 2010 


You’ll  see  the  largest  carriers  run  out 
of  IPv4  addresses  and  start  connecting 
customers  with  IPv6.  This  will  happen 
in  the  background. 

It’s  much  more  of  a  creeping  change, 
and  it's  easy  to  ignore.  It  will  be  very 
subtle  when  it  occurs,  and  companies 
will  be  caught  off  guard. 


w  falY  Right  now,  between  3%  and 
4%  of  Web  sites  out  there  have  IPv6 
turned  on.  That’s  not  where  we  should 
be,  because  we’re  getting  up  now  to 
the  point  of  transition.  It’s  a  scant  two 
years  away. 


to  aajfWM  Mftaf  aHanlioii  to  thh  toaM? 

Yes.  The  network  providers,  the  na¬ 
tional  backbones.  They  need  access 
to  new  addresses  to  add  new  custom¬ 
ers.  Effectively,  the  Internet  becomes 
fuIL  So  they  have  to  learn  to  connect 
customers  up  with  IPv6,  they  have  to 
nm  IPv4  and  IPv6  in  parallel,  and  they 
have  to  learn  how  to  put  gateways  in 
that  map  IPv6  customers  back  to  IPv4 
Web  sites,  to  the  old  Internet. 


Sounda  an  BP  pr«btoin.  Mv  toigyU 
huahman  caniT  When  an  organization 
or  company  or  business  attempts  to 
access  your  site  and  you  only  support 
IPv4,  their  ISP  will  most  likely  run 
them  through  that  translation  gateway. 
That  will  make  it  look  like  they’re 
coming  to  you  via  IPv4,  but  they’ll  be 
relying  on  that  carrier’s  gateway. 

The  customer  will  come  at  your 
IPv4  Web  site  with  an  IPv4  address 
that’s  shared  in  the  cloud  with  all  of 
that  ISP’s  other  IPv6  customers.  When 
that  customer  accesses  your  Web  site, 
he’s  going  to  see  slower  performance 
than  if  he’s  connecting  directly  via 
IPv6.  Sites  with  streaming  audio  or 
video  in  particular  may  have  perfor¬ 
mance  issues.  Performance  will  vary 
depending  on  how  many  people  are 
going  through  that  gateway. 

Your  IPv4  Web  site  will  still  be  con¬ 
nected  to  the  Internet,  but  a  growing 
portion  of  the  Internet  will  be  using  a 
protocol  that  you’re  not  running.  A  de¬ 
cade  out,  you  may  find  yourself  sitting 
in  an  Internet  backwater. 

WM  d*  ptM*  "Md  to  *  to  ba  nadyf 

The  public  Internet  is  what’s  going 


IPv6.  If  you  have  a  public  Web  site,  all 
you  need  to  do  is  enable  IPv6.  You  just 
add  another  protocol  over  the  same 
wires,  through  the  same  firewalls, 
through  the  same  router. 

You  turn  on  IPv6  on  the  Web  server, 
on  the  router,  and  make  sure  the  car¬ 

rier  has  configured  it  It’s  not  that  hard 
at  all.  It’s  configuration  work. 

wa  Ihb  raquira  iqidpiiwiit  chaigM? 

Almost  all  of  the  major  operating 
systems  have  IPv6  support.  All  of  the 
major  router  equipment  and  firewalls 
support  it  It  may  not  be  the  same  set 
of  features,  it  may  not  be  the  same 
performance,  but  for  leading  vendors’ 
equipment  you  will  find  IPv6  already 
installed  and  waiting  to  be  enabled. 


MV  aniiY  iMrt  arpntaaltoaa  ndinfl- 

tag?  It’s  something  that’s  truly  option¬ 
al,  that  isn’t  going  to  be  noticed,  but 
could  have  side  effects.  For  example, 
when  you  configure  it,  if  you  don’t  get 
the  firewall  rule  right  you  may  expose 
your  company  to  security  issues.  Why 
would  you  take  the  risk  of  impacting 
production  earlier  than  you  absolutely 

So  you  have  to  look  at  the  security 
inq)lications.  Your  external  network 
goes  through  firewalls  —  security 
equipment  You  need  to  make  sure  you 
have  the  same  functionality  with  IPv6. 

You  also  have  to  look  at  your  infra¬ 
structure.  Let’s  say  someone  calls  into 
your  help  desk  and  tries  to  enter  his 
IP  address,  and  instead  of  four  groups 
of  numbers  separated  by  periods  [as 
for]  an  IPv4  address,  it’s  IPv6  -  ex¬ 
tremely  long,  all  hexadecimal  —  and 
the  help  desk  can’t  enter  it  into  their 
help  d^  software  because  the  field 
isn’t  big  enough. 

Tools  that  report  where  customers 
are  coming  from  by  IP  address  may  foil 
because  an  IPv6  address  is  40  charac¬ 
ters  long  in  some  cases. 

irii  an  itooiil  a  yMT  Md  a  M  anv. 

Mv  aal  wtol  aril  than  to  aMraaa  Iba 
hanaT  Wait  18  months,  and  you  might 
find  yourself  with  thousantk  of  other 
fcdks  who  are  trying  to  solve  the  same 
problem.  The  price  you’ll  pay  to  get 
experienced  help  at  that  point  will  be 
much  higher. 

—  Interview  f^  Rabatt  L  MMehal 
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Telepresence  technology 
can  slash  travel  costs  —  if 


Telepresence 


you  can  afford  it,  and  if  it’s 
really  used.  BY  ESTHER  SHEIN 


NSURANCE  GIANT 
MetLife  Inc.  is  trying 
to  reduce  the  amount 
of  time  employees 
spend  in  airports  — 
not  only  to  save  on 
travel  costs,  but  also 
to  improve  employ¬ 
ees'  quality  of  life  by 
keeping  them  home 
as  much  as  possible. 
That’s  why  the  compa¬ 
ny  has  eagerly  embraced  telepresence 
technology. 

Telepresence  systems  include  high- 
end,  high-definition  video  and  audio 
communications  for  meetings  —  For¬ 
rester  Research  Inc.  calls  telepresence 
“the  Cadillac  of  videoconferencing." 
The  goal  is  to  make  everyone  involved 
in  the  meetings  feel  as  if  they’re  actu¬ 
ally  in  the  room  with  the  other  attend¬ 
ees,  regardless  of  where  they’re  physi¬ 
cally  situated. 

Toward  that  end,  MetLife  is  using 
Cisco  Systems  Inc.’s  Telepresence 
technology  in  three  conference  rooms, 
in  Chicago,  New  Yoik  and  Somerset, 

N.I.,  and  it  plans  to  install  similar  sys¬ 

tems  in  additional  offices  nationally 
and  internationally  this  year. 

“Instead  of  having  to  take  people 
away  from  their  families,  you  walk 

down  to  the  room  and  turn  on  the 
lights  and  have  your  three-hour  meet¬ 
ing,  and  it’s  extremely  effective,” 
says  Anthony  Nugent,  executive  vice 

president  of  employee  benefits  sales 

at  MetLife.  He  regularly  uses  telepres¬ 

ence  to  communicate  with  his  direct 
reports  in  Chicago  and  Somerset,  and 

the  clarity  is  so  good  that  “everyone 

jokes  that  they  can  reach  a  Coke  across 

the  table"  from  one  city  to  another,  he 
says  with  a  laugh. 


a  way  to  help  the  company  meet  its 
goal  of  reducing  its  carbon  emissions 
by  20%  this  year,  says  Nugent.  The 
company  finished  its  initial  telepres¬ 
ence  rollout  last  May  and  hasn’t  yet 
determined  exact  savings,  but  Nugent 
estimates  that  the  systems  will  yield 
double-digit  ROI  in  reduced  travel 

DIFFERENT  DEFINmONS 

Depending  on  how  a  system  is  market¬ 
ed,  there  can  be  a  blurry  line  between 
high-definition  videoconferencing  and 
full-blown  telepresence.  Some  vendors 
call  a  single-screen,  high-end  video- 
conferencing  system  telepresence,  says 
Roopam  Jain,  an  analyst  at  Frost  &  Sul¬ 
livan  Ltd.  Others  define  telepresence 
as  a  system  with  multiple  screens  and 
customized  furniture. 

Telepresence  essentially  uses  the 
same  basic  technology  as  videoconfia'- 
encing,  says  Ira  Weinstein,  an  analyst 
at  Wainhouse  Research  LLC.  “Anyone 
who  says  this  is  not  at  least  in  some 
way  related  to  videoconferencing  is 
selling  you  something,"  he  says.  The 

difference,  he  notes,  is  that  telepres¬ 

ence  offers  greater  visual  detail,  higher 
quality  and  usability,  and  a  better  envi¬ 

ronment 


must  include  codecs  (chips  that  con¬ 

vert  data),  compression  and  decom¬ 
pression  devices,  cameras,  displays 
and  what  Weinstein  calls  a  telepres¬ 
ence  user  interface  or  engine.  He  says 
one  screen  can  work  fine,  depending 
on  a  company’s  needs. 

Step  into  a  telepresence  studio  and 
you’ll  find  a  typi<^  conference  table 
along  with  a  couple  of  very  large  flat- 
screen  displays.  The  wide  screens  fill 
your  peripheral  vision,  so  “your  brain 


the  on-screen  participants,  Weinstein 
says.  "This  is  a  way  of  tricking  your 
mind  and  making  your  brain  think 
you’re  at  an  in-person  meeting. 

“These  telepresence  solutions  are 
about  meeting,  bonding,  teaming  and 
meeting  face-to-face  without  getting 
on  the  plane  —  with  five  minutes’  no¬ 
tice,"  he  adds.  “I  can  conveniently  meet 
with  people  without  sacrificing  the 
experience.” 

Use  of  both  high-definition  video- 

conferencing  and  telepresence  is  on 

the  rise,  despite  high  prices.  Telepres¬ 

ence  systems  can  cost  SIOO.OOO  to 
$400,000  for  a  complete  studio  setup. 

On  tcp  of  that,  there  are  recurring 
montMy  fees  ranging  from  a  few  thou¬ 

sand  dollars  to  more  than  $18,000,  de¬ 
pending  on  the  level  of  service  and  the 
amount  of  network  bandwidth. 

In  comparison,  even  high-definition 
videoconferencing  systems  cost  much 
less:  about  $6,000. 

Because  of  their  high  price,  telepres¬ 
ence  systems  —  includirig  Cisco’s  CPS 
3000,  Hewlett-Packard’s  Halo,  Teliris’s 
6G  and  Polycom’s  HDX  7000  and  HDX 


telepresence  ar 
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The  power  of  performance. 


corporate  Web  applications  and  you'll  tap  i 


I  providers.  One  simple 


performance  everywhere. 


Security! 


•counts  drop 


dramatically, 


deploy  it  as  a  virtual  appliance.  Never  I 


I  control  been  so  simple. 


Simplicity  is  power.  Citrix. 
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uptront  imestment  The  price  tag 
quiddy  reaches  nm«  than  t1  minn 
fwathraeTocalloaiTiuMpaint  setup, 
tor  esainple.  But  a¥er  five  years,  global 
organizabons  deployltHi  telepresence 
can  reap  a  return  on  Investment  of 
47%  Of  more,  accordkig  to  a  report 
by  Farrestor  Research  analyst  cure 
Schoolsy. 

The  biggest  sawings  come  from  re¬ 
ductions  in  travel.  For  enample.  a  20% 
reduction  yMds  savings  of  SI  mlon 
lor  a  company  whh  a  $5  m>on  travel 
budget,  the  report  notes. 

However,  achieving  that  ROI  requires 
a  change  in  corporate  behavior  Old 
habits  dto  hard,  but  executives  wl  have 
toslaptravelingsomuch.Andlheywi 
needtoset  an  example  by  using  Ihe 
teleptessnce  rooms  themselves  and 
remindtog  employees  that  tetopresence 
is  just  as  good  as  an  in-person  meeting, 
the  FonesU  report  says. 

Companiesihat  can't  afford  Nghend 
telepresence  systems  migMwantto 
consider  less  expensive  ahemallves 
frcmvendarsleUeSireCommunica- 
tions  ha  and  TeUielix  Inc,  according 
to  a  separate  Forrester  report 

Those  companies  provide  hardware 
ihafscheapar  than  the  high-end  sys¬ 
tems.  bU  they  donToftartumheyser 
vices  such  as  hstalng  the  AV  equip¬ 
ment  and  sailing  uplhelghling.  so 
users  would  havetofindodwr  sources 
of  ihosesarvicas.  the  report  said. 

'Beware  of  tradhg  cost  for  the  overal 

says.  Only  a  reUde 'you  are  there' 
experience  wl  gene^  the  usage 
requkedtoachieveastroiigROl 

•  MncNKm 
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Continued  from  page  20 
president  of  enterprise  services  in  the 
IT  group.  Nugent  says  he  uses  both 
videoconferencing  and  telepresence, 
depending  on  what  his  nee^  ate. 
Videoconferencing  is  better  for  one- 
on-one  situations,  such  as  “if  someone 
is  going  to  do  a  quick  presentation  to 
me,“  he  says,  but  telepresence  is  ideal 
for  meetings  with  several  participants 
in  multiple  offices. 

Telepresence  lets  him  have  face-to 
face-contact  with  a  broader  group, 

“so  it  allows  me  to  get  to  know  people 
better."  Nugent  says.  He  runs  an  or¬ 
ganization  with  per^le  based  all  over 
the  country,  and  he  used  to  require  his 
direct  reports  to  come  to  New  York  for 
quarterly  reviews.  Now  they  can  stay 
in  their  offices  and  he  can  meet  with  a 
wider  range  of  employees. 

“Telepresence  allows  me  to  see  and 
virtually  interact  with  more  people 
on  my  team,  instead  of  just  my  direct 
reports,”  says  Nugent.  “When  we  use 
telepresence  for  meetings,  people  who 
wouldn't  normally  be  asked  to  travel 
to  New  York  have  the  opportunity  to 
make  presentations  and  get  valuable 
exposure  to  executive  management. 

It  really  facilitates  face-to-face  inter¬ 
action  with  a  broader  cross-section 
of  employees  on  an  economically  ef¬ 
ficient  basis." 

MetLife  is  considering  putting  a 
telepresence  system  at  a  business  proc¬ 
essing  facility  in  India  so  employees 
won’t  have  to  fly  there  to  see  it.  The 
company  is  also  looking  at  ways  to 
utilize  telepresence  with  salespeople 
across  the  country.  The  idea  is  to  have 
as  many  people  using  the  system  as 
possible,  Nugent  says. 

“Flying  out  of  Boston  for  a  meeting 
when  I  was  20  sounded  ^at.  but  the 
sales  pitch  I  always  give  is  we're  re¬ 
specting  the  time  of  the  employee,"  he 
says.  “So  if  we  can  give  a  person  the  ef¬ 
fectiveness  of  being  there  and  then  be 
home  with  his  family,  it's  two  wins.” 

ALMOST  LIKE  BEIIM  THERE 

Both  high-definition  videoconferenc¬ 
ing  and  telepresence  are  used  at  Kan¬ 
sas  City,  Mo.-based  law  firm  Lathrop 
&  Gage  LLP,  where  employees  conduct 
more  than  300  meetings  a  month.  The 
600-person  firm  uses  Polycom’s  HDX 
7000  and  HDX  9004  systems,  along 


with  a  Steelhead  WAN  optimization 
device  from  Riverbed  Technology  Inc., 
in  six  dedicated  rooms  in  the  Kansas 
City  office.  There’s  also  at  least  one 
system  at  each  of  the  firm’s  10  other 
U.S.  offices. 

“It’s  a  more  meaningful  way  to  con¬ 
duct  [meetings]  than  over  the  phone,” 
says  CEO  Joel  Voran,  who  uses  the  sys¬ 
tem  about  three  times  a  week.  While 
he  still  tries  to  visit  all  of  the  firm’s 
offices  twice  a  year,  Voran  says  use  of 
the  Polycom  systems  has  significantly 
reduced  the  need  for  lawyers  to  fly  to 
Kansas  City. 

The  Steelhead  WAN  optimization 
device  identifies  network  traffic  and 
gives  priority  to  videoconferencing 
packets  to  provide  adequate  bandwidth 
and  ensure  high-quality  picture  and 
sound. 

“The  clarity  has  been  impressive," 
Voran  says.  “At  one  of  our  very  first 
meetings  at  one  of  our  offices,  I  could 
see  the  brand  of  the  beverage  someone 
was  drinking,  and  that  made  the  part¬ 
ner  sit  up  and  take  notice." 

“This  is  a  billable-hour  profession,” 
says  Lathrop  &  Gage  CIO  Ben  Wein¬ 
berger,  who  adds  that  one  attorney 
alone  can  save  over  $1,500  in  travel 
expenses  and  productivity  by  not  fly¬ 
ing  somewhere  to  attend  a  meeting. 
Because  lawyers  travel  often,  the  Poly¬ 
com  system  could  represent  a  savings 
of  more  than  $30,000  in  annual  travel 
expenses  and  productivity  for  a  single 
attorney,  he  estimates. 


To  Weinberger,  what  differenti¬ 
ates  high-end  videoconferencing  and 
telepresence  is  the  size  of  the  screen. 


The  rooms  that  have  screens  bigger 
than  50  inches  and  high-quality,  high- 
definition  cameras  have  telepresence 
setups,  he  says. 

RENT  A  SYSTEM 

Mumbai,  India-based  Taj  Hotels  Resorts 
&  Palaces  owns  77  hotels  on  five  con¬ 
tinents,  and  the  luxury  lodging  chain’s 
executives  wanted  a  more  efficient  and 
affordable  way  to  collaborate  during  a 
period  of  rapid  global  expansion. 

About  a  year  ago,  Taj  Hotels,  a  unit  of  | 
Tata  Group,  began  using  GlobalMeet,  a 
high-performance  audio  and  Web  con¬ 
ferencing  system  from  sister  company 
Tata  Communications  Ltd.  It  uses  tele¬ 
presence  for  internal  meetings  and  also 
rents  out  its  videoconferencing  rooms 
to  other  companies  in  London,  Mumbai, 
Delhi  and  Boston. 

“It  was  a  fantastic  opportunity  to 
be  the  first  hotel  group  in  the  world  to 
have  a  pioneering  tec^logy  for  our 
clients.”  says  Araceli  Rius-Perez,  direc¬ 
tor  of  sales  and  marlceting  at  Taj  Hotels 
in  London.  “It  is  a  real-time  conversa¬ 
tion:  you  can  see  every  single  sign  from 
the  other  person,  no  delay.  The  colors 
ate  reaL  and  it  makes  you  feel  you  are 
having  a  personal  relationship.” 

Taj  rents  telepresence  rooms  that 
can  hold  up  to  sue  people  for  *400 
(U.S.)  per  hour,  she  says.  “We’re  not 
limited  to  just  the  other  Taj  hotels;  we 
can  also  connect  to  telepresence  rooms 
at  companies  in  India  that  share  the 
same  technology,”  with  Tata  Commu¬ 


HOWTO  HOLD  PRODUCTIVE 
VIRTUAL  MEETINGS 


the  undivided  attention  of 
the  far-flung  paftidpants. 
but  that  doesn’t  necessaiiiy 
mean  you’re  engaging  them. 
Mike  Song.  CEO  of  InfoEx- 
cellence.com.  a  business 
productivity  consultancy  in 
Guilford.Conn,offeisthefof- 
lowing  tips  to  ensure  that  vir¬ 
tual  meetings  are  productive; 

■  hMaract  every  dm 
mbHiles.  Practice  what 
Song  calls  five  aHve.' which 
means  you’re  interaebng  with 
people  every  five  minutes  by 


pereen.  If  people  read  ac¬ 
tion  Herns  or  offer  up  a  best 
practice,  they're  much  more 
engaged ’because  they're 
more  a  part  of  the  drama.' 

■TunrHwgailiartaa 


dtataly. -Rather  than  talking 
about  going  to  a  Web  site  and 
logging  in  and  doing  some¬ 
thing,  if  people  have  their  lap¬ 
tops,  they  can  go  there  during 
the  meeting  and  do  the  task.' 
Song  says. 


•  B*dMWve.When 


a  decision  in  the  meeting, 
people  become  more  en¬ 
gaged.  Song  says.  Explain 
how  the  meeting  wi  be  con¬ 
ducted,  how  the  decision  will 
be  reached  and  when  it  will 
be  made,  so  you  can  put  K  on 
the  agenda  to  achieve  greater 


nications  acting  as  the  managed  ser¬ 
vice  provider  connecting  the  different 
systems,  she  explains. 

The  rooms  have  attracted  “a  level  of 
interest,”  and  customers  are  booking 
them,  says  Rius-Perez,  but  she  doesn’t 
have  usage  figures  yet.  “But  as  more 
locations  come  in,  we  expect  the  reach 
will  be  much  greater,”  she  adds. 

She  says  a  Tata  IT  person  is  on-site 
at  each  hotel.  According  to  Caesar 
Pereira,  FT  manager  at  Taj  Hotels, 
international  travel  costs  for  the  com¬ 
pany’s  hotel  executives  have  decreased 
by  30%.  The  company  declined  to  of¬ 
fer  specific  figures  on  the  savings,  but 


a  spokesman  acknowledged  that  30% 
translates  into  “millions”  of  dollars. 

Rius-Perez  says  use  of  the  telepres¬ 
ence  rooms  so  far  has  been  steady,  and 
customers  have  found  the  technology 
to  be  unique  and  easy  to  use,  making 
for  an  enjoyable  experience,  whether 
for  business  or  personal  purposes. 

I  is  one  of  the  few  technologies 
on  a  global  basis  that  are  ’green,’ '  she 
says,  “which  makes  customers  feel  that 
we  and  they  are  doing  their  bit.”  ■ 
9Min  is  a  /reelnnce  writer  and  editor. 
Contact  her  at  eshein@shein.net. 
Computerworld  reporter  MMt 
HMahIn  contributed  to  this  story. 
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Come  together  at  Citrix  Synergy. 

Gel  the  tacts  on  vinualcation.  cloud  computing 
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conference  tor  IT  professiooals  Expand  your  knowledge 
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Paul  Cilen 

RenHo-Own 
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able  skills  are  engaged. 
You  need  to  know  which  is 

Engagiininl- While  most 
contractors  are  able  to 
work  well  with  others,  par- 
ticqiation  and  cooperation 
are  not  the  same  as  emo¬ 
tional  commitment.  We 
want  more  than  coUabora- 


W  ITH  THE  economy  making  a  bit  of  progress 
over  the  past  few  months,  IT  organizations 
have  been  adding  contractors  as  a  way  of  get¬ 
ting  things  done  without  the  commitment  of 
hiring  permanent  employees.  And  they’re  probably  thinkii^ 


that  if  things  continue  to 
improve,  some  of  those 
contractors  could  become 
permanent  hires. 

It’s  a  smart  tactic.  If 
the  economy  stalls  again, 
separating  from  a  contrac¬ 
tor  is  much  easier  than 
laying  off  an  employee. 

It’s  also  easier  to  make  a 
break  should  the  contrac¬ 
tor  prove  to  have  been  a 
poor  choice  for  the  )ob. 

But  hiring  a  contractor  on 
a  "rent-to-own”  basis  re¬ 
quires  some  careful  plan¬ 
ning.  Bringing  in  a  hired 
gun  for  a  one-time  protect 
that’s  beyond  the  scope  of 
your  shop’s  usual  activities 
is  a  very  different  matter 
from  hiring  a  contractor  to 
fill  in  on  routine  tasks  with 
an  eye  toward  possibly 
making  the  relationship 


Here  are  some  things  to 
consider: 

SUfc.  Obviously,  the  first 
thing  to  look  for  is  ability. 

If  you  want  a  contractor 
rather  than  a  potential  em¬ 
ployee,  then  your  assess¬ 
ment  may  stop  here. 

Mhd  lit.  Some  people 
become  contractors  be¬ 
cause  they  find  it  fiin  and 
lucrative.  They  can  work 
on  many  different  things 
and  maximize  the  rewards 
for  their  talents.  They  tend 
to  have  wanderlust  and 
will  grow  restless  if  a  con¬ 
tract  outlasts  their  inter¬ 
est.  Many  of  these  sorts  of 
contractors  were  already 
working  on  a  contract 
basis  before  the  recession 
hit  But  today,  the  ranks  of 
contractors  include  a  lot  of 
talented  people  who  were 


permanent. 

If  your  interest  in  hir¬ 
ing  contractors  is  to  find 
someone  you  would  want 
make  a  long-term  mem¬ 
ber  of  the  group,  you  will 
need  to  think  carefully 
about  your  hiring  criteria. 
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thrown  out  of  work  by  the 
recession.  For  them,  con¬ 
tracting  is  a  way  to  make 
a  living  until  the  next  job 
offer  comes  along.  You 
need  to  know  which  sort  of 
contractor  is  sitting  across 
from  you. 

Mliliida  taward  (Mfk.  In 

today’s  job  market,  pretty 
much  anyone  will  tell  you 
that  he’s  happy  to  do  any 
job.  Paying  the  rent  and 
feeding  the  children  are 
powerful  incentives.  But 
you  need  to  gauge  the 
veracity  of  that  claim.  If 
the  work  you  are  offering 
doesn’t  really  challenge 
the  contractor,  there  is  a 
chance  that  he  will  end 
up  feeling  that  the  job  is 
beneath  him,  despite  ear¬ 
lier  protestations  that  any 
job  was  welcome.  There 
really  are  people  who  will 
gladly  go  to  work  on  your 
help  desk  even  though 
they  used  to  manage  100 
people.  There  are  a  lot 
more  who  feel  good  about 
themselves  only  if  they  be¬ 
lieve  that  their  most  valu- 


tion  from  employees:  we 
want  them  fiilly  engaged 
in  the  organization,  with  a 
sense  of  connection  to  their 
fellow  employees  and  the 
organization  as  a  whole. 

CdtanlfiLThisis 
perhaps  the  most  subtle 
aspect  of  hiring.  There’s 
more  to  it  than  thinking 
about  how  the  new  con¬ 
tractor  will  fit  in;  every 
new  hire  has  the  potential 
to  broadcast  a  powerful 
message  to  others  about 
what  the  organization 
values  and  what  it  aspires 
to.  The  people  you  bring 
in  are  a  way  of  reinforc¬ 
ing  the  current  culture  or 
beginning  the  process  of 
change. 

This  is  a  great  time  to 
hire  people.  The  pool  of 
available  technical  and 
managerial  talent  is  prob¬ 
ably  larger  and  of  hi^er 
quality  than  at  any  time  in 
recent  memory,  perhaps 
ever.  By  all  means,  take  ad¬ 
vantage  of  the  opportunity, 
but  consider  your  choices 
with  great  care.  ■ 

Paul  Otaa  is  a  consultant 
who  helps  technical  organi¬ 
zations  improve  productiv¬ 
ity  through  leadership,  and 
the  author  of  the  award¬ 
winning  book  Leading 
Geeks  (Jossey-Bass,  2003). 
You  con  contact  him  at 
in/b@paulglen.com. 


Ef'Raenct^  tjot\  can  feel^ 
bt\f  can^^  i^ot^cU. 


Finally,  a  consolidated  virtualized  infrastaicture.  from  the  data  center  to  the  desktop,  is  within  grasp.  Well,  not  literally  of  course. 
After  aH  it's  virtualized.  Start  with  Windows  Server*  2008  R2  with  built-in  Hyper-V~  and  you  can  eliminate  costly  third-party 
software  like  VMware.  Add  SQL  Server*  2008  Enterprise,  with  unlimited  virtualization,  and  you  just  made  it  easier  to  eliminate 
racks  of  underutilized  servers.  Toss  in  System  Center  and  you've  centralized  management  across  the  enterprise  all  the  way  down 
to  the  application  level.  Translation?  Flexible  and  dynamic  virtualized  infrastmctures  that  help  maximize  ROI,  reduce  TCO  and 
improve  business  continuity.  Just  don't  let  the  efficiency  go  to  your  head. 

n«e  about  how  server  virtualization  can  make  you  mote  efficient,  go  to  It  . < 


■  VIRTUALIZATION 


o^/lrtual 
Desktops 


Windows  7  may 
prompt  some  CIOs 
to  try  desktop  virtu¬ 
alization,  but  wide¬ 
spread  adoption 
is  still  years  away. 

BY  KEVIN  FOGARTY 


I  ICROSOFT  CORP.  is 


nowadays  most  other  users  think  they 
can't  live  without  them. 

“Improvements  in  the  user  experi¬ 
ence  are  really  a  big  deal  in  making 


Enterprise  Management  Associates 
Inc.  (EMA). 

Giving  end  users  all  the  benefits 
and  all  the  capabilities  they’d  have  on 


overcome  most  of  the  objections  of 
business  units  that  have  kept  virtual 
desktops  out  of  the  mainstream  user 
base,  Mann  says. 

UPOATINOOLDPC* 

The  fact  that  some  companies  are  un¬ 
willing  to  upgrade  their  PC  hardware 
so  that  it’s  capable  of  supporting  Win¬ 
dows  7  could  also  help  make  virtual 
desktops  more  popular,  according 
to  Chris  Wolf,  an  analyst  at  Burton 
Group,  now  part  of  Gartner  Inc. 

Implementing  Windows  7  requires 
upgrading  hardware,  updating  custom- 
built  software,  training  end  users  and 
updating  the  security  on  PCs  running 
the  new  operating  system.  That  proc¬ 
ess  can  be  so  expensive  and  disruptive 
that  many  companies  are  asking  con- 
sulUncies  like  Burton  Group  to  evalu¬ 
ate  whether  it  makes  sense  to  leave  end 
users  on  their  present  hardware  and 
upgrade  them  by  running  Windows  7 


tion.  Wolf  explains. 

Connecting  end  users  to  a  new  oper¬ 
ating  system  on  a  server  can  more  than 
double  the  life  of  an  aging  PC  while 
still  giving  end  users  all  the  power 
and  support  for  new  software  and  new 
technology  th^  want,  according  to  Pe- 


Independent  Bank  Corp. 

About  90%  of  Independent  Bank’s 
users  already  have  shared-session  vir¬ 
tual  desktops  from  Citrix  Systems  Inc., 
and  Graves  says  that  adding  the  other 
10%  will  be  no  great  leap  once  the 
technology  siqports  the  customized 
software  and  peripherals  they  need. 

The  same  is  not  true  of  most  compa¬ 
nies,  many  of  which  have  little  history 
with  or  understanding  of  virtual  desk¬ 
tops  and  are  just  getting  used  to  virtual 
servers,  cloud  computing,  and  cost-  and 
labor-saving  IT  tactics.  Mann  says. 

This  may  explain  why  desktop  virtu¬ 
alization  has  yet  to  Uke  off  even  though 


Numerous  surveys  of  corporate  IT 
managers  reveal  tremendous  inter¬ 
est  in  desktop  virtualization  but  not 
much  adoption.  “We’ve  been  looking 
for  a  sharp  inflection  in  sales  of  virtual 
desktops  for  three  years,’  Mann  says, 
but  it  hasn’t  taken  place. 


of  102  IT  managers  last  year  found  that 
the  top  three  barriers  to  desktop  virtu¬ 
alization  are  all  human  factors:  lack  of 
skills  or  knowledge,  internal  political 
issues,  and  a  lack  of  resources. 

THE  ROLE  OF  WINDOWS  7 

Banks,  hospitals,  schools,  government 

t^t  budgets  or  are  strictly  regulated  are 
the  organizations  that  are  most  likely  to 
embrace  desktop  vinualization. 

Companies  that  have  resisted 
terminal-services-based  virtual  desk¬ 
tops  as  too  clunky,  too  restrictive  and 
too  off-putting  to  independent-minded 


Adoption  is  ramping  up  slowly 
due  to  complexity  and  cost. 


the  development  ofMicrosofi  i 
top  viituaUzation  technology. 

While  Microsoft  is  "excited  to  hat 
an  ofTering"  in  the  virtual  desktop 
market,  the  company  believes  custo 
ers  "should  virtualize  for  the  right 


just  getting  started, 
which  of  several  del 

I  ery  methods  will  be  most  effective  for  I  that’s  tapping  the  power  of  virtualiza- 


specific  types  of  users  is  difficult,  as 
is  creating  just  a  few  "golden"  operat¬ 
ing  system  images  that  most  users  can 
launch  as  "their"  desktops,  rather  than 


tion.  At  the  University  of  Texas  Medi¬ 
cal  Branch  medical  school,  the  sup¬ 
port,  hardware  and  network  load  are 

Continued  on  page  30 
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Thin  dients  have  no  moving  parts.  They’re  buiH  to  resM 
heat  Vlfe  hgiire  th^  last  eigM  or  10  yeare,  compared  to 
the  three  or  four  Gailner  lecommends  for  a  PC. 

OEORGE  THORNTON.  NETWORK  OPERATIONS  MANAGER.  TEXAS’  MONTGOMERY  INDEPENDENT  SCHOOL  DiSTRICT 


COMPUTEmrOftLO 


■  VIRTUALIZATION 


QQi 


’’  You’re  replaciiig  the  hard  drive  of  a  laptop,  which  is  about 
the  cheapest  memory  there  is,  with  space  in  a  storage-area 
netwwti,  which  is  about  the  most  expensive  memory  there  Is. 

J  SCOTTWOODOATE,DIRECTOfiOFWINDOWSPROOUCTMANA6EMENT,MICROSOFTCORP. 

. . Jlllllllll . . 


Continued  from  page  28 
different,  depending  on  what  type  of 
virtual  desktop  is  involved,  Winbum 
says.  But  any  kind  of  virtual  desktop 
delivers  a  far  more  efficient  use  of  IT 
resources  than  putting  all  the  power  of 
a  PC  on  every  user's  desk,  he  explains. 

The  big  difference  is  that  you  don’t 
have  to  support  the  endpoint  —  just 
the  user  settings  and  the  network  and 
servers,”  Winbui  "*  '  ^  ‘ 


bandwidth-intensive  video,  Flash  ani¬ 
mation  or  other  multimedia,  whether 
on  the  Web  or  on  controlled  internal 
applications.  This  happens  because 
most  desktop  virtualization  software 
doesn’t  have  a  mechanism  to  support 
it,  Mann  says. 


VDI  products  eariy  this  year. 

But  even  then,  it  will  trail  Citrix  in 
the  number  of  delivery  methods  it  offers 
for  virtual  desktops  and  the  breadth  of 
products  tailored  to  specific  problems. 
One  of  the  offerings  that  sets  Citrix  apart 
is  Citrix  Branch  Repeater,  which  slashes 
the  amount  of  bandwidth  required  for 
remote  sessions  of  the  notoriously  chatty 
Exchange  server.  Maim  says. 

Another  is  Citrix’s  HDX  technology. 


What  IT 

Managers 

Want 


TOP  5  EXPECTED 
BENEFITS 


TOP  SELECTION 
CRITERIA 


of  the  server  software  from  both  Citrix 
and  Wyse  Technology  Inc.  Citrix's  re¬ 
cently  released  XenDesktop  4  supports 
not  only  multimedia,  but  also  USB  con¬ 
nections  at  the  client  side.  The  result  is 
that  end  users  can  plug  in  peripherals 
like  printers,  scanners  and  memory 
sticks,  or  even  fans,  lights  and  desktop 
toys,  if  they  like.  Mann  says. 

VMware  Inc.,  long  the  leader  in  the 


one.  according  to  Graves.  HDX  allows 
users  of  VDl-based  virtual  desktops  to 
run  Web-based  multim^ia  and  to  plug 
USB  devices  into  their  local  machines, 
even  if  the  software  operating  the  peri¬ 
pherals  and  the  browser  is  running  in  a 
data  center  somewhere.  Graves  says. 

STILL  TACTICAL 

Given  all  the  variables  that  are  still  in 
play,  there  probably  won’t  be  an  explo¬ 
sion  of  Windows  7-inspired  desktop 
virtualization  in  corporate  America 
anytime  soon,  says  IDC  analyst  Mi¬ 
chael  Rose. 

Traditional  shared-session  virtual 
desktops  will  remain  popular  in  their 
usual  niches,  whether  with  Windows  7 
or  other  operating  systems.  Rose  says. 
It  will  take  time,  however,  even  fcM- 
companies  eager  to  use  newer  VDI 
systems,  to  add  the  network  and  server 
capacity  they  require. 

“It  would  involve  significant  spend¬ 
ing  in  the  data  center  to  accommodate 
adding  vast  numbers  of  users  on  vir¬ 
tual  machines,”  he  says.  "Desktop  vir¬ 
tualization  will  continue  largely  to  be  a 
tactical  technol<%y,  though  as  it  moves 
more  toward  the  endpoint  device  — 
handhelds  and  other  nontraditional 
hardware  —  there’s  more  of  a  possibil¬ 
ity  it  will  become  very  common." 

Bottom  line:  Windows  7  could  be 
a  catalyst  for  some  additional  virtu¬ 
alization.  given  improvements  in  the 
technology  that  have  helped  mitigate 
concerns  over  performance,  lack  of 
personalization  and  other  issues. 

However,  this  technology  isn’t 
seamlessly  stitched  together  yet.  Ad¬ 
ministrators  still  have  to  master  the 
nuances  and  best  practices,  and  few 
will  want  to  make  the  transition  to 
virtualization  at  the  same  time  they 
convert  to  Windows  7.  ■ 

Fogarty,  a  former  Computerworld  edi¬ 
tor,  is  afr^lance  writer  covering  IT, 
science  and  engineering  Contact  him  at 
l(fi>garty@technologyreportingcom. 
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■  DATACENTERS 


In  Search 

Data 

Center 

Space 

Many  CIOs  are  leasing 
from  third-party  provid¬ 
ers  instead  of  building 
their  own  data  centers, 
but  there’s  a  shortage  of 
space  in  some  markets. 

^  Robert  L  Mitchell 


CAPITAL  constraints 
during  this  eco¬ 
nomic  downturn 
have  led  many  CIOs 
to  lease  data  center  space 
instead  of  constructing  their 
own  facilities. 

In  turn,  businesses  like 
Digital  Realty  Trust  Inc.  — 
which  offers  move-in-ready 
enterprise  data  centers  that 
include  security  and  rack- 
ready  raised  floor  space 
—  have  found  that  they 
can’t  prepare  new  space  fast 
enough  to  meet  demand. 
These  businesses,  sometimes 
called  wholesale  data  center 
facility  operators,  typically 
cater  to  large  organizations 
and  high-tech  companies 
that  need  large  amounts  of 
data  center  floor  space. 

Digital  Realty  Triist  has 
begun  focusing  more  on 
the  enterprise  data  center 
market  by  o&ring  custom 
design,  construction  and 
management  services.  Some 
enterprise  IT  operations  are 
also  working  through  col¬ 
location  providers,  which 
provide  smaller,  caged  space 
in  shared  facilities  and  offer 
less  flexibility  on  the  design. 

The  increased  demand  for 
leased  data  centers  is  being 
driven  by  reluctance  on  the 
part  of  CIOs  to  make  the 
capital  investments  needed 
to  buy  and  build  such  facili¬ 
ties  for  themselves. 

Nobody  has  the  capital 
to  build  new  data  centers 
right  now,  says  IDC  analyst 
Michelle  Bailey.  And  a  glut 
of  data  center  space  devel¬ 
oped  during  the  dot-com 
boom  has  finally  been  filled 
in  recent  years,  leaving 
enterprise-class  data  center 
real  estate  in  short  supply. 
“Anyone  moving  forward 
with  new  space  has  to  con¬ 
sider  a  third-party  operator," 
Bailey  says. 

As  credit  markets  have 
slowly  started  to  pull  back 
from  the  abyss,  IT  execu- 


EXPANSION 

PLANS 


of  U.S.  companies  plan  to 
expand  their  data  centers 
in  the  next  12  to  24  months. 


of  those  companies 
plan  to  do  so  by  leasing 
from  a  wholesale  data 
center  provider. 


fives  have  begun  prelimi¬ 
nary  discussions  with  con¬ 
sulting  firms  about  new  data 
center  designs.  But  most 
enterprises  aren’t  yet  ready 
to  buUd  new  dau  centers 
themselves  —  even  if  they 
can  line  up  the  financing. 

In  an  uncertain  market, 
chief  financiai  officers  are 
skittish  about  financing 
capital  expenditures  that 
can  easily  top  $100  million. 
“They’re  spooked.  They 
don’t  want  the  risk  of  hav¬ 
ing  debt  increase,"  says  Cari 
Weddle,  director  of  IT  at 
Quality  TVailer  Products  Inc. 
in  Azle,  Texas.  The  problem, 
he  says,  is  that  when  cash  is 
tight,  the  only  way  to  fund 
an  infrastructure  project  is 
with  debt. 

Financial  executives  are 
still  funding  some  invest¬ 
ments  inside  the  data  cen¬ 
ter  —  especially  those  that 
reduce  operating  costs,  such 
as  virtualization  projects 
that  consolidate  physical 
servers  —  and  some  organi¬ 
zations  are  starting  to  build 
private  cloud  infrastruc¬ 
tures.  But  that  doesn’t  mean 
they  want  to  take  on  mort- 


g^e  debt  for  a  new  facility. 

They  are,  however,  quite 
willing  to  lease.  And  that 


spite  the  downturn,  and  ere 
ated  shortages  in  markets 
from  London  to  Washing¬ 
ton,  D.C.,  to  Silicon  Valley. 

Digital  Realty  Trust 
claims  that  its  facilities  are 


MVfo’reseeiiig 
verystnMig 
demand  driven  by  a 
number  of  foctors, 
nchafing  the  tight 
capital  markets. 

CHRIS  CROSBY, 

SENIOR  VICE  PRESIDENT. 

DIGITAL  REALTY  TRUST  INC. 


provides  the  facility;  Scot-  but  1 
trade  installed  and  manages  ing  t 

its  own  equipment.  lanu 

The  site  will  initially  sold 

function  as  a  backup  data  in  ui 
center.  “Our  working  plans  opei 

are  to  flip  over  to  it  in  the  addi 
June/July  time  frame  in  Fc 

2010.  Every  six  months  we’ll  dem 


adding  capacity. 

For  now,  however,  the 
demand  for  space  contin¬ 
ues  to  outstrip  supply,  and 
that  has  left  many  busi- 


very  strong  demand  driven 
by  a  number  of  factors, 
including  the  tight  capital 
markets,"  says  Chris  Crosby, 
senior  vice  president  for 


TOUGH  QUESTION  ”9 

HOW  DOES  A  GLOBAL 
CONSUMER  PACKAGED  GOODS 
LEADER  PROTECT  OVER 
300  BRAND  SECRETS? 


India  and  is  planning  for  a 
possible  expansion.  “The 
fimding  is  available,"  says 
Chief  Innovation  Officer 
Henry  Fieglein.  Wyse  has 
enou^  cash  to  fond  the 
project  mtemally  —  and  its 
management  is  willing  to 


■  SECURITY  MANAGER’S  JOURNAL  MATHIAS  THURMAN 

Initiative  Crashes 
Into  Security 

You  miss  one  meeting,  and  suddenly  all  of 
the  company’s  IP  is  about  to  be  put  at  risk. 


Trouble 

Tid<et 

ATISSUEiAnhiitiativtto 
solv,  a  htancy  proUam  bi- 
volvas  opaning  the  HTTPS 
porttottwIntanML 


I  got  was  that  only  the 
Web  page  portions  of 
the  application  would  be 
optimized  and  that  our 
IP  would  not  reside  on 
the  Akamai  servers.  Veri 
strange.  I  thought,  since 
the  whole  point  of  the  Al 


to  say  no  when  someone 
does  that.  But  as  a  secu¬ 
rity  manager,  I  am  rigidly 
opposed  to  anything  that 
would  make  us  vulnerable. 
This  week,  initiative  and 
security  clashed. 

The  conflict  arose  from 
a  new  program  we  call  In¬ 
novation.  It's  sort  of  like 


programs.  Our  facility  in 
Israel  has  been  complain¬ 
ing  that  it  takes  too  long 
to  render  data  from  the 
application.  Because  it  is 
our  largest  manufacturing 
site,  their  complaints  echo 
loudly,  and  they  usually 
get  what  they  want. 

1  knew  nothing  about 
the  Akamai  plan  until 
earlier  this  week,  when  I 


told  me  that  the  plan  was 
to  add  a  single  rule  in  our 
externally  facing  firewall 
allowing  Port  443  (better 
known  as  HTTPS)  access 
to  an  internal  application 
living  on  a  Web  server. 

It  would  be  OK,  he  said, 
because  the  traffic  was 
encrypted  and  we  were 
masking  the  real  identity 
of  the  Web  server.  No,  I 
said,  opening  the  firewall 
to  internal  infrastructure 


Since  the  complaints 
from  Israel  involve  the 
downloading  of  large  files, 
it’s  only  reasonable  to  as¬ 
sume  that  the  large  files 
must  reside  on  the  Aka¬ 
mai  infrastructure.  Some 
discussions  with  Akamai 
proved  me  right.  Worse, 
the  testing  involved  a  mir¬ 
ror  of  our  production  ap¬ 
plication,  including  all 
our  valuable  IP.  I  need 
to  see  the  nondisclosure 


Innovation  team  gave  the  changes  were  in  store  for 
green  light  to  a  suggestion  the  Akamai  initiative.  He 
that  we  use  Akamai  to  en¬ 
hance  the  speed  of  one  of 

our  core  applications.  ■  EllCiyilGiig  Hie 

The  idea  was  to  address  InfflCgmyOU 

the  availability  and  latency  Ii^fb4. 


a  lot  of  unneeded  services  not  as  fast  as  some  people 
were  running,  and  the  ap-  would  like." 
plication  was  susceptible  This  week’s  journal  is  writ- 

to  cross-site  scripting  and  ten  by  a  real  security  mon- 
SQL  injection.  ager,  “MMu  HMmHii.'' 

Next.  I  wanted  to  know  whose  name  and  employer 


the  availability  and  latency  l.ltfu 

issues  that  weVe  been  hav-  rr/l"” 
ing  with  one  of  our  prod-  ” 

uct  life-cycle  management  pilWMlt  mSCllS. 
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Windows  Phone? 
No  App  for  That 


Looking  for  the  niftiest  new  mobile  app?  You 

might  find  it  on  an  iPhone  or  an  Android  device,  but 
not  on  a  Windows  phone.  Developers’  apathy  and  a 
fast-falling  market  share  mean  that  Microsoft’s  mo¬ 
bile  phone  business  is  in  the  doldrums.  And  that  in  turn  may 
mean  trouble  for  all  of  Microsoft  several  years  from  now. 


A  recent  survey  confirms 
what  everyone  already 
knows:  Developers  are 
spending  their  time  writing 
nifty  apps  for  the  iWione, 
Android  phones  and  Black- 
Berries,  not  for  Windows 
phones.  In  March,  Appcel- 
erator  surveyed  more  than 
1,000  developers  and  found 
that  87%  were  interested 
in  develt^ing  apps  for  the 
iPhone,  81%  for  Android 
phones,  53%  for  the  iPad, 
43%  for  the  BlackBerry,  and 
a  lowly  34%  for  Windows 
Phone?. 

That’s  only  part  of  the 
bad  news  for  Microsoft. 
The  company’s  market 
share  of  mobile  subscrib¬ 
ers  has  also  taken  a  deep 
plunge.  Market  research 
firm  comScore  says  that 
between  October  and  Janu¬ 
ary,  Microsoft’s  share  of 
the  market  fell  from  19.7% 
to  15.7%.  RIM,  the  maker  of 
the  BlackBerry,  remained 
the  leader,  growing  from 
41.3%  to  43%.  Apple’s 
iPhone  increased  slightly. 


from  24.8%  to  25d%,  and 
Google’s  Android  grew 
by  more  than  250%,  going 
fimm  2.8%  to  7.1%. 

Microsoft  has  known  for 
some  time  that  its  Wmdows- 
based  mobile  operating 
system  is  in  trouble  and  an 
also-ran,  and  so  it  has  re¬ 
vamped  it  thoroughly.  But 
that  revamp  may  be  too 
little,  too  late.  New  Win¬ 
dows  7  phones  won’t  be 
out  until  the  holiday  sea¬ 
son,  and  in  the  meantime, 
Microsoft’s  competitors 
will  all  gain  market  share 
at  the  company’s  expense. 

Research  firm  Canalys 
says  that  sales  of  Microsoft 
mobile  devices  will  fall  in 
2010  compared  to  2009, 
and  sales  by  its  competi¬ 
tors  will  soar.  It  predicts 


■  True,  phones  are 
aninsignificaiitpart 
01  NHcroson  s  ra¥" 
enue  stream.  But 
that’s  not  the  poitiL 


that  for  the  full  year,  Mi¬ 
crosoft  will  drop  to  a  mere 
7.2%  of  the  matket,  while 
Android  will  roar  past  it  to 
18.9%.  Canalys  has  Apple 
barely  beating  Android 
with  21.3%  of  the  market, 
and  it  puts  RIM  at  43%. 

By  the  end  of  2010,  Mi¬ 
crosoft  will  be  so  far  be¬ 
hind  its  competitors  that  it 
will  likely  never  catch  up. 
The  issue  isn’t  just  market 
share  and  the  perception 
that  Windows  phones 
aren’t  as  worthy  as  the 
competition.  It’s  also  that 
Microsoft  is  losing  the  app 
war  —  badly.  With  devel¬ 
oper  interest  lagging  and 
market  share  dropping, 
there  will  be  far  fewer 
great  apps  for  Windows 
Phone  than  there  are  for  its 
competitors.  And  it  is  apps 
that  drive  mobile  phone 
purchases. 

Should  Microsoft  even 
care  that  the  Windows 
Phone  platform  seems 
headed  south?  After  all,  its 
revenue  from  phones  isn’t 


significant.  But  the  fact  is, 
mobile  devices  of  all  kinds 
are  the  future,  and  they  are 
where  massive  growth  is. 

Smartphones  are  essen¬ 
tially  computers  with  tele¬ 
phone  appendages.  That’s 
where  most  computing 
and  a  good  deal  of  work  — 
even  enterprise-level  work 
—  will  be  done  in  the  fu¬ 
ture.  And  no  matter  what 
you  think  of  the  iPad,  it’s 
another  example  of  a  non¬ 
desktop  peisonal  comput¬ 
er  —  and,  of  course,  there’s 
no  version  of  Windows  on 
it  Expect  more  non-PC, 
mobile  computers  to  be  re¬ 
leased  without  any  version 
of  Windows  on  them. 

Today  it  doesn’t  matter. 
Tomorrow  it  will.  Micro¬ 
soft’s  problem  is  not  just 
that  it  might  not  be  able 
to  tap  into  the  greatest 
growth  market  in  comput¬ 
ers.  Its  main  business  will 
also  be  affected.  What  if 
Google  forges  links  be¬ 
tween  its  mobile  phone 
Android  operating  system 
and  its  netbook  (and  possi¬ 
bly  PC)  Chrome  operating 
system?  Will  enterprises 
consider  movii^  at  least  in 
part  away  from  Windows 
and  toward  Chrome?  Will 
iPhones,  iPads  and  iAny- 
things  make  more  enter¬ 
prises  consider  using  Mac 
OS  X?  All  that  is  entirely 
possible.  And  that’s  when 
Microsoft  will  really  face 
trouble.* 

Prwion  Onia  is  a  contrib¬ 
uting  editor  far  Computer- 
worId.com  and  u’lc  author 
of  more  than  35  books, 
including  How  the  Internet 
Works  (Que,  2006). 
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MARKETPLACE 


The  new  Intel*  Xeon*  processor  5600 
series  increases  performance,  cuts 
operating  costs,  and  helps  deliver  ROI. 
That's  intelligent  performance!  Check 
out  the  new  intelligent  features  of  the 
Xeon  5600  at  intel.com/itcenter. 


Performance: 

Your  processor  gets  the  job  done. 

Intelligent  performance: 

Your  processor  gets  the  Job  done 
with  40%  more  performance  by 
adapting  to  your  workioad.^ 


Law  Firms 
IT  Consultants 
Staffing  Agencies 


Place  your  Labor  Certification  Ads  Here 

Are  you  frequently  placing 
legal  or  immigration  advertisements? 

Let  us  help  you 
put  together  a 
cost-effective  program 
that  will  make  this 
time-consuming 
task  a  little  easier. 


800.762.2977 


iTjcareers 


pictura.  I  ask  M  pwiuiH  ih« 


SharlOank 

TRUE  TALES  OF  IT  LIFE  AS  TOLD  TO  SHARKY 


Not.  Your.  Job. 

A  new  bowHng  alley  opens 
up  near  the  office  where  this 
IT  pilot  hsh  works,  so  he  and 
his  co-workers  dndde  to  try 
N  out  -  and  their  manager 


we  managed  to  break  out  of 

names,'' Ash  raports.  *We 
decided  the  best  course  of  ac¬ 
tion  was  to  leave  n  alone  and 
get  the  people  at  the  aley  to 
Ax  H.  This  wasn't  good  enough 
for  our  imfttQftf.  wtw  dtcidtd 
that  since  he  worfcad  in  rr,  he 
could  Ax  tt.  At  this  poAit  we 
tried  to  hide  and  pretend  he 
was  not  with  us.' But  the  rr 
manager  persists.  And  after 
lots  of  typing  and  some  pok¬ 
ing  at  the  screen,  his  results 
are  lust  about  what  you'd 


expect ‘Al  games  in  the  24 
lanes  stopped  A)r  20  min¬ 
utes,' sighs  hsh.  “Every  game 
was  cleared  and  had  to  be 


Andasagroup,VMwerepo- 
Rtsly  asked  to  go  to  a  diflarant 
bowing  aley  next  time.' 

That’s  Automation? 

This  deveioper  Is  responsible 
for  a  daly  report  to  managers 
at  a  manufacturing  sRe.  “He 
had  put  together  a  process 
to  automatically  send  out 
the  report  every  weekday  at 
8  a.m.,' says  a  pilot  hsh  on 
the  scene.  This  report  was  a 
big  deal,  and  he  had  worked 
on  it  Aw  several  months.  It 
was  fairly  reiable  but  would 
occaskmaly  break,  and  he'd 
get  a  cal  to  Ax  K.  Eventually 


■  OPINION 

Frank  F-la-cs 


Why  IT  Should 
Love  the  iPad 


UICK  —  how  many  iPads  are  in  your  users’  hands 
right  now?  You  don’t  know?  Of  course  not.  Your 
IT  shop  isn’t  supporting  the  iPad.  You  probably 
can’t  even  figure  out  what  an  iPad  is  good  for. 


Besides,  you've  got 
ger  problems,  like  network 
security  and  malware  and 

But  what  if  you  could 
dump  those  problems  onto 
the  iPad? 

Look,  where  do  most  of 
our  Intemet't>ased  miser¬ 
ies  come  from?  Users.  Spe¬ 
cifically,  users  doing  what 
users  do  on  the  Internet. 
They  go  to  dangerous  Web 
sites.  They  click  where 
they  shouldn’t.  They  fill  up 
their  company  PCs  with 
viruses  and  worms  and 
qjam  —  along  with  videos 
of  kittens  and  MP3s  of 
questionable  legality. 

Why  do  we  let  them  do 
that?  Because  a  decade  or 

so  back,  when  the  World 

Wide  Web  was  shiny  and 
new,  office  PCs  were  the 
only  devices  they  had  with 
fast  network  connections. 
Keeping  users  locked  out 
of  the  Internet  was  more 
troublethanitwasworth  — 
they  kept  finding  new  ways 
around  whatever  walls  we 


put  up.  And  their  managers 
were  no  help,  because  the 
managers  wanted  to  use  the 
Web  for  personal  stuff  too. , 
So  users  did  their  surfing 
and  shopping  and  video 
streaming,  and  IT  did  its 
best  to  keep  up  —  deploy¬ 
ing  spam  filters,  whitelists 
and  malware  blockers  as  it 
grappled  with  an  endless 
stream  of  otherwise  un¬ 
necessary  trouble  tickets. 
And  using  work  PCs  for 
personal  surfing  became  a 
standard  perk. 

Enter  the  iPad. 

It’s  small  It’s  light.  It  has 
a  big,  bright  color  screen.  It 
has  Wi-Fi  and  3G,  so  it  can 
offer  network  connections 
that  are  at  least  as  fast  as 
those  of  office  PCs. 

Put  simply,  it  may  be  the 


■When  the  WBb 
was  new,  an  office 
PCwasausei's 

- 1^-  - M - B- 

ony  loSi  MVOToni 
connection. 


perfect  personal  Internet¬ 
surfing  device.  (And  even 
if  it’s  not,  it’ll  soon  be  fol¬ 
lowed  by  a  tidal  wave  of 


that  should  force  Apple  to 
speed  up  the  addition  of 
support  for  multitasking 
and  the  delivery  of  fea¬ 
tures  like  a  camera.) 

Does  the  iPad  have  a 
place  in  business?  Sure 
it  does  —  os  a  personal 
Internet-surfing  device. 

The  question  isn’t 
whether  we  should  sup¬ 
port  the  iPad  with  our 
business  applications.  In¬ 
stead,  we  should  be  figur¬ 
ing  out  how  to  get  all  that 
nonbusiness  user  stuff  off 
our  PCs  and  onto  the  iPad. 

Think:  What  would  it 
cost  to  create  a  separate 
Wi-Fi  network  in  each  office 
for  users’  personal  surfing? 
A  few  cheap  access  points, 
just  enough  security,  maybe 
some  new  wire  to  pull. 

Now,  bow  much  would 
you  save  if  you  could  off¬ 
load  all  the  user  Internet 


junk  onto  that  separate 
networic?  You  could  lock 
down  PC  connections  — 
hard.  You  could  dramati¬ 
cally  reduce  your  network 
management  headaches, 
and  probably  reduce  the 
bandwidth  you  need,  too. 

Users  would  still  have 
that  fast-network  perk  — 
just  not  on  their  work  PCs. 

You’d  finally  be  able  to 
enforce  your  “no  personal 
e-mail”  rules,  your  “no 
streaming  video”  rules 
and  your  “no  clicking  on 
unknown  Web  sites”  rules 
—  at  least  on  your  office 
PCs.  And  if  a  user  fills  up 
his  iPad  with  spam  or  gets 
infected,  that’s  his  prob¬ 
lem.  If  he  hogs  bandwidth, 
other  users  can,  urn,  let 
him  know  about  it. 

Nearly  all  the  legal  and 
HR  problems  that  come 
with  personal  use  of  office 
PCs  can  go  away  too.  Por- 


piracy,  and  inappropriate 
e-mails  will  be  on  users’ 
own  machines  —  and  out 
of  ITs  hands. 

See?WereaUycandrop 
all  those  problems  onto 

Because  really,  users 
don’t  need  work  PCs  for 
personal  Internet  use.  Let’s 
leave  them  to  their  own 
devices  —  smartphones, 
BlackBerries,  netbooks 
and,  of  course,  ubiets. 

And,  just  maybe,  we’ll 
discover  what  the  iPad 
is  good  for  making  life 
easier  for  IT.  ■ 

Rank  Hayaa  has  been  cov¬ 
ering  the  intersection  o/ 
business  and  IT  for  three 
decades.  Contact  him  at 
cw@frankhayes.com. 
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Smarter  technology  for  a  Smarter  Planet: 

Finding  meaning  in  the  noise. 

An  unprecedented  amount  of  information  flows  through  companies  every  day.  But  to  what  effect? 
A  recent  study  found  that  52%  of  managers  have  no  confidence  in  the  information  they  rely  on  to  do 
their  job.  Without  the  right  approach  to  business  intelligence,  companies  struggle  to  turn  all  that 
information  into  sound  decisions.  IBM  business  intelligence  and  performance  management  solutions 
give  you  the  smarter  tools  you  need  to  access  the  right  information,  making  it  available  to  the  right 
people  \Mien  and  how  they  need  it.  Today  IBM  is  helping  over  20,000  companies  spot  trends,  mitigate 
risk  and  make  better  decisions,  faster.  In  fact,  we  helped  a  major  retail  supplier  achieve  this  by  cutting 
their  average  financial  reporting  time  by  almost  50%. 

A  smarter  business  needs  smarter  software,  systems  and  services 
Let’s  build  a  smarter  planet,  ibm.com/intelligence 


SAS  Business  Analytics  Software 

Data  Management  I  Analytics  I  Reporting  I  Targeted  Business  and  Industry  Solutions 


I 


I: 


What  if  you  could  increase  revenue  by  66% 

using  your  data  to  make  confident,  fact-based  decisions? 


